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Abstract 
 
 
Fundraising is a field misunderstood in public perception (Giving Australia 2005) 
yet fundraisers are arguably critical change agents in Australian society.  
Debate continues around aspects of whether fundraising is an industry or a 
profession, fulfilling the agreed criteria of a codified body of knowledge, 
standards of practice and strong self-regulation (Tempel, Cobb and Ilchman 
1996, Wagner and Ryan 2004, Levy 2004, Tempel and Duronio 1997, Rosen 
2005, Lee 2003, Lindahl and Conley 2002, Beem 2001, Tuckman and Chang 
1998).  This paper considers the role of professionalisation of fundraising in 
creating more sustainable organisations and the issues of providing a supply of 
qualified fundraisers in Australia in a time of increasing demand for their skills.  
It highlights the role for a greater local research base to the culture of 
fundraising and the need for and benefit of professional practice. Findings from 
the national research undertaken with nonprofit organisations, their CEOs and 
fundraisers in 2005 as part of the Giving Australia research will be highlighted 
along with examples of how other nations have addressed the need to foster a 
supply of fundraisers who focus on the area as a profession rather than a craft. 
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Introduction 
 
 
A miasma of mistrust in nonprofit organisations was evident from the comprehensive 
Giving Australia research (2005).  This situation presents a troubling irony.  On the one 
hand, nonprofits report funding to be the priority issue in fulfilling their missions. Yet the 
community from whom many seek this funding seems uncertain about giving to these 
groups.  Giving Australia suggests one aspect of balancing this trust equation is the 
professionalism of fundraisers, traditionally the boundary spanners of staffed nonprofit 
organisations.  This is no small challenge. As Bloland and Tempel assert (2004:16)  
 
The task of asking for money does not have a long history of respectability. 
It is viewed at times as begging, and many persons find fundraising an 
odious activity. 
 
The Giving Australia research suggests better practice and improved public 
understanding of the fundraising role are crucial.  Both are essential to achieving 
sector sustainability so nonprofit organisations can deliver on their serious missions.  
This paper considers the issue of fundraising professionalism in several ways.  
Firstly, it scans the literature to summarise perspectives.  It then reports the themes 
flowing from fundraisers, CEOs, corporate and individual givers who were part of 
Giving Australia.  Finally, it considers future pathways for achieving greater 
professionalism in Australian fundraising. 
 
 
Fundraising professionalism in the literature 
 
 
The literature tells a tale of professional progress.  For instance, Duronio and 
Tempel’s 1997 survey of US fundraisers found the field was experiencing lower 
turnover, greater job stability, stronger commitment to organisations and their 
missions, and a greater identification of fundraising as a profession rather than a 
craft.  One of the earliest writers on fundraising professionalism, Robert Carbone 
lamented that the industry ‘has an enormous body of lore and experience but limited 
theoretical knowledge’ (1986:22-3).  Similarly Jacobson at that time called for ‘a 
conceptual framework of theory and research that is powerful enough to critically 
examine the process of fundraising and develop a body of knowledge that is 
transferable and scientifically based’ (in Carbone 1986:38).  In 1989, Carbone 
branded fundraising with faint praise, deeming it at best, an emerging profession.   
 
The relevance of a corpus of knowledge and Carbone’s conceptual framework lies in 
the generally agreed elements of what makes up a profession.  In Carbone’s view 
these traits are: autonomy, knowledge of fundraising principles, self-regulation, 
career commitment, service to a higher cause and advocating and monitoring ethical 
behaviour.  In similar vein, Bloland and Tempel (2004:6) suggest the qualities 
include a body of applicable expert knowledge with a theoretical base, acquired 
through a lengthy period of training (preferably in a university), a demonstrated 
devotion to service, an active professional association, a code of ethics, and a high 
level of control over credentialing and application of the work.   They mention other 
characteristics as being full-time work, a long-term commitment to the profession, and 
a strong sense of community within the profession. 
Bloland and Tempel (2004:8-9) further describe how the focus and rank order of what 
makes a professional generally have evolved across the decades, more latterly 
including a focus on management and business skills across occupational areas.  They 
state that until the 1960s, service orientation was core, followed then by control over 
work and then, in the 1970s, expertise in solving an array of problems was seen as the 
main ethos of a professional.  It is this latter focus that enabled occupations of many 
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varieties beyond the traditional medical and military realms to claim professional status.  
Bloland and Tempel include fundraising among these.   
 
Yet despite this level of required expertise and acknowledged ability to problem-solve, 
a gap was still evident in creating a fundraising body of knowledge.  As Kelly highlights 
(1995:124) ‘due to its practitioner orientation, fund raising largely has been 
approached as an art and not as a function that could be scientifically studied’.  
Payton agreed with this lack of academic foundation in saying: 
 
despite the multiplicity of skills and knowledge needed for success, fundraising 
has yet to receive due weight in academic research terms.   It is not in the 
intellectual consciousness of scholars and the victim of benign neglect in higher 
education (1994:6). 
 
As Lindahl and Conley (2002:98) comment, most scholars saw this greater research 
base as ‘a positive and necessary step toward further establishing fundraising as a 
legitimate profession rather than simply an occupation’.  These calls for more solid 
academic underpinning yielded concentrated efforts to buttress fundraising research 
and education.  By 2002, Lindahl and Conley described the research literature as 
‘still generally limited, but growing’ (98).  Perhaps the greatest limit still is seen to be 
in the conceptual base.  As Bloland and Tempel (2004:12) suggest, ‘The fundraising 
profession has not paid extensive attention to theory building and does not have 
elegant and practical theories to apply to its work’.   
 
Levy (2004) comments, education and research toward best practice have 
‘exponentially increased due to those who saw the potential and spirit of the sector’ 
(22).  In Levy’s view, fundraising was now a true profession, ‘supported by 
practitioner and academic research and a full array of supporting and informing 
literature’ (22).  In 1997, Tempel, Cobb and Ilchman had already built an argument 
that fundraising had achieved professional status.  Bloland and Tempel concurred, 
citing the wider canvas of an increasingly professional nonprofit setting: 
 
Research on best practices and the application of management principles based 
on this work have permeated all aspects of nonprofit organizations, including 
fundraising (2004:6-7). 
 
By another measure of professionalism, Levy suggests change has been noticeable 
in the entry mode for fundraisers.  The more common ‘fall in’ track of the past where 
people transferred skills and talents from other sectors has moved to a situation 
today of ‘decision and control,’ where he estimates 40% of US nonprofit sector 
employees now enter with a prepared education and training to support their career 
move.  Further, they proactively set out to identify the needed skills and study, and 
then network to achieve helpful volunteer experiences (23).  Levy believes the 
impact on the field has been evident and the nature of fundraising and fundraisers is 
radically different to a generation ago, with different educational backgrounds, 
training and insights (29).  He suggests the transition from organisational volunteer 
to paid fundraiser is now also much smoother, concluding, 
 
in the future, more will enter this work directly and deliberately, a result of the 
impact of literature and research on the profession and the changing face of 
those who serve in it.  The more the public is educated about the professional 
practice of fundraising and the more that is done to formalise this profession the 
more that will be done to prepare people for it (25).   
 
Levy asserts further that fundraising was a field essentially hidden from public view 
(21).  He reports a growing level of public education in the US through the medium 
of public libraries, extending the fundraising concept he suggests from the widely 
held notion of cake stalls and tin cups.  The Foundation Center has established full 
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collections of philanthropic information in 52 public libraries and government and 
private agencies have set up satellite offices to help nonprofits sort through the ‘vast 
intellectual resources’ available to them (22). 
 
Levy (26) also considers the range of education and training available, from high 
school experiences in strategic philanthropy through to workshops and on to formal 
courses.  He asserts that to ‘secure the future’ greater focus needs to be on higher 
education programs in fundraising, saying ‘Higher education serves as a protector of 
a discipline; it becomes a gatekeeper and a preserver’ (28).  Levy cites the more 
than 240 colleges and universities in the US that offer programs in nonprofit 
management or fundraising as a good starting point and raises the issue of CEOs 
being willing to invest in staff education as a key barrier to be hurdled.   
 
Other writers on the subject consider various aspects of professionalism.  
Credentialing of fundraisers and the various education and training courses they 
might undertake is examined by Chobot (2004), who lauds the role of recognised 
standards and to have relevant practitioners or educational organisations continue to 
seek re-accreditation.  As Bloland and Tempel suggest (2004), the challenge of an 
accreditation path is to ensure fundraisers are in fact identified with mission and 
service, not status and self-aggrandizement. 
 
Other commentary on professionalism is evident from angles such as self-regulation, 
including Lee’s 2003 consideration of benchmarking charity fundraising costs.  Lee 
concludes  
 
Current empirical evidence suggests that it seems likely over the coming months 
and years that the sector will come under increasing pressure to provide 
additional data about the performance of charity administration, and, of course, 
the effectiveness of charity programmes (11).   
 
A further perspective in the literature comes from Beem (2001) whose survey of 
fundraisers in Missouri found a clear message that practitioners are seeking more 
uniformity of recognition and rewards across the profession, internally and 
externally.  He asserts, 
 
Fundraisers are largely motivated by the rewards – both tangible and intangible 
– that follow their work.  …. The respondents communicated a resounding 
desire for appreciation and recognition (170). 
 
In summary, clear momentum is evident since Carbone broached this topic in the 
mid-80s.  Awareness that professionalism is an ongoing process requiring 
maintenance and growth exists.   The conceptual base behind what makes a 
professional has been canvassed in the fundraising literature and arguments by 
various scholars made that fundraising now meets these standards.  The key deficit 
of a codified body of knowledge that moves fundraising from art to science has 
begun to be filled, though much remains to achieve in the way of paradigms and a 
theoretical base.  The tide of fundraising professionalism has been influenced by a 
similar thrust across nonprofit occupations generally.   
Another significant factor has been education and training.  Higher education 
opportunities exist but are far from being the key means through which fundraisers 
join the profession.  Nonetheless, the literature suggests a distinct change in entry 
mode and commitment to fundraising as a career.  Credentialling is one factor 
undergirding this career path, both of individuals and of educational programs.  From 
a somewhat cloaked role, fundraising is now in a higher stream of awareness in the 
public mind, aided by activity such as philanthropic programs in high schools.  Self-
regulation and the ability to be transparent and use standardised measures to 
benchmark have been mooted, as has the call for fundraising as a profession to 
receive recognition and rewards for the part it plays in community life. 
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Against this backdrop of largely overseas literature, the paper turns now to the data 
from Australia. 
 
 
Key findings from Giving Australia 
 
 
Methodology and background 
 
 
Completed in late 2005, the Giving Australia project was an initiative of the Prime 
Minister’s Community Business Partnership.  The QUT Centre of Philanthropy and 
Nonprofit Studies worked in collaboration with the Centre for Australian Community 
Organisations and Management at the University of Technology Sydney, the 
Australian Council of Social Service, Roy Morgan Research, McNair Ingenuity 
Research and Fundraising Institute Australia.  The multifaceted, 18-month research 
effort saw more than 10,000 people contribute views and data on all aspects of 
giving.  The national methodology included an individual and household survey 
using a 20 minute phone interview of 6,209 households; a business community 
involvement survey to a representative sample of 2,705 businesses, a survey of 
nonprofit organisations and fundraisers completed by 481 respondents and a series 
of focus groups, indepth interviews and expert panels to add the qualitative 
dimension.   
 
Data reported here stems from: the qualitative research, (and mainly from the six 
focus groups, seven indepth interviews with nonprofit organisations, fundraisers, 
CEOs and opinion leaders and two expert panels); the survey of nonprofit 
organisations and fundraisers and feedback on fundraising approaches within the 
business and household surveys.  As no comprehensive data source exists in 
Australia on nonprofit organisations, three main data sets were accessed by Giving 
Australia researchers to circulate the nonprofit survey: state-based fundraising 
registers, FIA’s membership list and webhosting on the ACOSS site, with links to this 
survey distributed through a range of peak bodies.  Focus groups comprised 
between 6 and 10 participants, ran for approximately an hour and a half and were 
facilitated by two researchers.  One led the group while the other observed, took 
notes and taped the proceedings.  Analysis occurred immediately following the 
group to capture core themes and representative quotes and deeper analysis 
followed on relistening to the tapes.  Interviews were similarly between one and one-
and-a-half hours and analysed in a similar vein.   
 
As further background, according to the National Roundtable of Nonprofit 
Organisations (2003:1) most of the estimated 700,000 nonprofit organisations in 
Australia are small and volunteer-based.  Approximately half are incorporated and 
35,000 employ staff.  Some 20,000 have been conferred Deductible Gift Recipient 
status under taxation law.   
 
 
Findings 
 
 
Giving Australia’s Survey of Nonprofit Organisations confirms fundraising and 
volunteering as the two most widely adopted means of generating resources.  
Smaller entities are more likely to rely on volunteers and charity gambling such as 
raffles.  Their larger counterparts commonly will employ a range of fundraising staff 
and engage in a portfolio of activities, including partnerships with business and even 
commercial ventures.  Importantly, given the topic of this paper, these larger 
 7
nonprofits report a particular difficulty in attracting, training and retaining good 
fundraisers to achieve revenue generation.  Nonprofit organisations generally 
expressed strong concern about the reputation of the sector and the lack of 
understanding of its realities on the part of government and the community.  Strong 
interest in better and more sustainable funding was evident with many previously 
funded under government grants anticipating a need to replace this income via 
community outreach – for a large number of respondents, a new terrain.  As one 
respondent summed up,  
 
Government funding is now more of a headache because of all the compliance 
issues.  We need to find other sources. 
 
Qualitative research with nonprofits revealed a concern about credibility and 
transparency.  Unlike their corporate counterparts, nonprofits were generally unable 
to pass on costs to clients and felt the general public had little understanding of the 
costs of running nonprofit services and the infrastructure of their organisations.  
 
Donors even government are happy enough funding services but not the 
administrative costs needed for the nonprofit to exist in the first place. 
People don’t want to fund administration but it’s critical for us. 
We are very low in admin [but we still need it]. 
If you have a specific project, this really helps with fundraising. 
 
Most fundraising respondents favoured transparency but noted this may have a 
negative impact on giving because people felt nonprofits could somehow magically 
run for considerably less than other organisations.  This perception was verified in 
focus groups with everyday givers, many of whom felt the organisations should be 
totally volunteer.  However, nonprofits felt this attitude was uninformed and did not 
take into account the size or complexity sometimes of their work.  To use only a 
volunteer workforce they felt in fact limited the ability to fulfil the mission in many 
cases and that a combination of staff and volunteers was the best mix to achieve 
outcomes and growth.  Ongoing time commitment and the expertise needed for 
some roles called for a more professional approach.   As one fundraiser 
representative commented, 
 
Volunteers are important for nonprofits but can’t always be used for fundraising. 
 
Just as nonprofits raised the spectre of poor credibility in the public eye, so too 
individual focus groups confirmed great uncertainty that their donations were 
reaching the mission end of the business.  The role of media in highlighting some 
renegades and other nonprofits being tainted by this exposure was also raised by 
both individual and nonprofit respondents.  As fundraisers commented,  
 
As fundraisers, we can be our own worst enemy: we need to be professional in 
our ask.  
 
Individuals reported feeling that the charitable sector was not efficient/effective, they 
already give through taxes, they dislike intrusive asks, they feel unlistened to or 
undervalued by nonprofits, and, especially when asked for a purpose with whom they 
felt no connection.  These factors were barriers to their giving and strong pointers to 
the need for more professionalism in fundraising. 
 
 
Previous research by McNair Ingenuity found a strong correlation between the 
number of approaches to people to donate and the frequency of actual donations 
(Giving Australia 2004).  This research confirms that with the exception of natural 
disasters such as the Asian Tsunami, people seldom give unless asked.  The quality 
and appropriateness of this ‘ask’ relies on fundraising skill and knowledge. 
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The survey of nonprofit organisations highlighted that major gifts, marketing, events 
and personal solicitation are the most extensively used approaches, all of which 
require a substantive knowledge and skills base.  Greatest revenue generation 
flowed from special events, direct mail, bequests and foundation grants.  Wider use 
of fundraising vehicles increased as the size of the organisation grew.  The survey 
indicated the key reason nonprofits did not engage in fundraising and volunteering 
was that they needed additional resources to do so. 
 
Nonprofit focus groups yielded a range of further themes.  The need for leadership 
at all levels – sector, board and CEO – was raised as crucial to address capacity 
issues and particularly financial capacity.  As one respondent commented, 
 
Not all boards are enlightened about fundraising.  Often they are not money 
focused but activity focused and a little out of touch. 
 
Strong agreement existed that board members should help in fundraising and part of 
professional fundraising was assisting senior volunteers to place the mission of the 
organisation before a wider range of people who may support it.  The old adage that 
‘fundraising is an attitude not a department’ was in play in the focus groups and 
interviews.  In addition, highly professional, trained and strategic fundraising was 
sought, based on stronger branding and closer donor relationships amidst stiffening 
competition.  This point embraces the previously mentioned theme of the challenge 
of attracting, training and retaining effective fundraising personnel.  When 
questioned as to why this supply issue is a challenge, respondents cited a lack of 
training and education opportunities, especially in regional areas and pointed to a 
dearth of knowledge and confidence in developing relationships with business in 
particular.  Single cause streams reported specialised knowledge needed to succeed 
in achieving support for their endeavours and the role that support networks and 
tailored training might play in meeting this need.  In a more global sense, the 
fundraising role was not seen to be attractive to many and perhaps partly because it 
was not often held in high regard by the community or even other nonprofit 
personnel.  Fundraisers reported that they felt the work was special and they 
operated at what they termed the ‘pointy end’ or mission focus of the nonprofit.  
However they felt often overlooked and unappreciated within their organisation and 
by CEOs generally.   
 
The professionalism needed is not understood by the community or even by 
others within our organisations.   
 
A further factor was the perception reported by the community that fundraisers and 
other nonprofit staff received high salaries and benefits.  In contrast, nonprofit 
respondents spoke of the difficulty of attracting people with proven skills when only 
moderate salaries or organisational status were on offer.  Recruitment was often 
expensive and fruitless according to respondents.   
 
There’s just too few trained professionals for the numbers of organisations 
needing them. 
 
Even more telling was a common theme that fundraisers felt vulnerable to being laid 
off.  They reported high pressure to achieve yet little understanding by organisations 
that it takes time to build the relationships that will achieve donor commitment to the 
organisation.  Short term strategies from organisations were the outcome rather than 
a long term relationship focus.  One CEO comment perhaps reflects this lack of 
understanding of how to use the fundraising function as an investment in the longer 
term, especially in its early stages. 
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Paying someone to fundraise is not necessarily worth it.  We shut down our 
fundraising department…it was costing us more to run than we were getting in. 
 
A call for more templates, training and best practice guidelines was also made by 
nonprofit respondents, believing these would accelerate people’s success when new 
to the fundraising role as well as heighten the overall calibre of practice.   Again here 
the direr needs of regional and small nonprofits were spotlighted by respondents 
who spoke of the role for innovation when seeking support in small reservoirs of 
fatigued donors.   
 
Fundraisers should review their methods and their programs to ensure best 
approaches are being used. 
 
CEOs and fundraisers listed a range of concerns and opportunities, some micro and 
some more strategic and global.  They believed the sector and government could 
work together better to address the funding issues and to find more effective 
solutions to complex community problems.  They felt that sustainability and more 
balanced growth for their organisations were possible and that strategic 
conversations between the sector and government could foster needed momentum 
toward change.  Sample forum topics noted were as diverse as ‘What will 
volunteering be like in 20 years time?’ through to ‘Why and how should Australian 
companies give?’.  They felt this macro thinking might yield improvement in 
important factors such as encouraging more philanthropy, harmonising state 
fundraising and nonprofit legislation, offering more meaningful recognition for 
businesses that are involved in their community and even exploring matching gift 
programs by government and business.  Above all, they saw the need for all 
stakeholders to build understanding and trust in the nonprofit sector.   
 
 
Discussion 
 
 
Three intertwined themes are evident in the findings, as follows and many of them 
mesh with threads in the literature. 
 
Fundraising and the need for professional efforts is growing. Clearly, fundraising is a 
prevalent activity in Australia and forecast to grow as private sector support is tapped 
by more organisations.  The correlation between asking and frequency of giving was 
also clear, again suggesting more and more fundraising activity likely to evolve over 
time.  An increasingly professional range of skills and values seems to apply as the 
size of the organisation grows.   
 
The glaring issue here appears to be a current and likely worse future shortage of 
experienced fundraisers.  Perhaps the concept highlighted by Levy (2004) of drawing 
former senior volunteers into the fundraising profession may be one strategy to 
overcome this personnel deficit.  Clearly, it is not uncommon for people in the US to 
have worked within an organisation as volunteer board members or other roles, who 
have the mission at heart, understand and can articulate the organisation’s case and 
have for years been ambassadors for the cause to move into formal fundraising.  
Arguably, many of these people may become high calibre formal fundraisers.  
Perhaps they have achieved in a commercial career and are now looking for other 
challenges.  A pool of potential fundraising talent exists for the sector to consider 
more proactively.   
 
Several recruitment agencies across Australia have a nonprofit focus or arm.  Perhaps 
more need to offer this service and be aware of career options in the nonprofit sector 
for high performers from other sectors seeking a ‘sea-change’.   
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Education and training are other obvious influences on producing a better reservoir of 
potential employees to help build the financial stability of Australian community 
organisations.  However, recruitment was but one of the issues in the data as the next 
point highlights. 
 
Recruiting, training and retaining good fundraisers form a triad of issues.  Many 
stakeholders have a role to play in addressing these problems.   Internally, efforts to 
transform fundraising from a department to an attitude may underline the importance of 
fundraising skills across the organisation and raise comprehension of the formal role.   
Fundraisers identified lack of understanding in many cases by boards and CEOs of the 
long term nature of their work and the rarity of overnight success.  CEO and board 
support for an ongoing training budget and for efforts to gain accreditation such as the 
Certified Fundraising Executive (CFRE) or to undertake higher education need to be 
sector-wide and a long term view of fundraising taken to avoid short term funds grabs 
that burn rather than build donor relationships.  While several Australian universities 
offer nonprofit streams, fundraising is not uniform amongst these.  The experience of 
the Centre of Philanthropy and Nonprofit Studies that does offer a fundraising 
component is a significant bridging of the knowledge gap for those CEOs, board 
members and Chief Financial Officers undertaking the subject.  While the uptake of 
higher education in nonprofit matters has certainly increased in the past decade, 
arguably measured against the potential numbers who work in the area, it is as yet a 
small input, though an important element of professionalism as Levy (2004) highlights.  
Part of the strategy to increase the role of higher education in the fundraising 
profession may be more formal and regular links with industry and professional bodies 
to build a research culture and to ensure the research is used and important to 
practice.  This is not to say all research needs to be applied rather than theoretical.  To 
the contrary, Australia’s commitment to the professionalism of fundraising must be to 
also add to the world body of knowledge on useful paradigms and concepts to buttress 
strong practice.   
 
Similarly, access to data from other sources may be improved.  The public library 
model highlighted by Levy (2004) may be an idea for Philanthropy Australia, our 
closest model to the US Foundation Center to consider.  Similarly, the concept used in 
the US of the government funding of satellite offices may go some way toward 
assisting particularly regional areas.  Websites in Australia like OurCommunity.Com 
are also playing a vital role here, particularly for the myriad of small nonprofits.   
 
On the issues of recruitment and retention, compensation is likely to come more to the 
fore as demand increases, as mentioned by Beem (2001).  As discussed in the next 
theme, this issue of paying professional salaries for professional work in an otherwise 
volunteer environment is not straightforward.  Demonstrating higher and ongoing study 
may be one strand of building better understanding of the professional skills involved 
but much more community awareness is needed.  Public understanding would be 
crucial if the sector is not to lose more trust.  As Bloland and Tempel comment 
(2004:8): 
 
At times, professions have been viewed by scholars with great respect and 
admiration. At other times, there has been a strong sentiment that professions are 
monopolistic conspiracies that operate to the detriment of the public.   
 
Key players in this triad of issues are those who offer education and training (eg. 
commercial organisations and universities) and professional associations (eg. 
Fundraising Institute Australia, Association of Development and Alumni Professionals 
in Education).  Together these bodies that operate more globally have a role to develop 
an Australian research agenda and to prompt the more strategic levels of 
conversations alluded to in the data.  The interaction is vital.  Bloland and Tempel 
(2004:11) cite MacDonald’s view (1995) that 
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If the expert knowledge appears to be too concrete, either the whole or parts of the 
knowledge base can be taken over and used by other occupations. If the 
knowledge base of theory is too abstract, it will appear to have little to do with 
practice and will be unpersuasive to clients and other stakeholders. Both extreme 
concreteness and extreme abstraction threaten a profession’s credibility. 
 
Sector trust and the allied concept of sector understanding were seen as inhibiting 
factors in giving by individuals and business  Beyond the points raised above, within 
this theme lie issues such as: the need for people to understand and fund 
infrastructure; the benefit for organisations in reliable, comparable measures to 
benchmark, improve and report their results; the need for public education about the 
realities of community work; unpacking the attitudes of media in this process and 
achieving a balance between transparent reporting and charity bashing; and better 
communication with donors who want more personalised, tailored approaches to the 
giving relationship and who are becoming disenchanted about giving generally through 
invasive, unprofessional actions.   
 
The UK’s CharityFacts website initiative is one key way of building community 
understanding and better sector trust.  Use of this concept is being mooted in other 
countries and could apply in Australia.   For Australia, the needed first step however, is 
a benchmarking exercise that creates some agreed standard measures of accounting 
for fundraising.  
 
 
Conclusion 
 
As Bloland asserts, ‘No longer emerging, fundraising is a profession’ (2002:7).  This 
paper has considered the literature perspectives on professionalism and reported and 
distilled themes in Australian research that inform a move toward greater professional 
practice in this nation’s fundraising.  It has discussed some of the initiatives that might 
build better results for all who benefit through a professional and well trained 
fundraising sector. 
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